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the CPA
practitioner

NOVEMBER 1978

An AICPA publication

for the local firm

SPECIALIZATION = GROWTH
Does a CPA firm specialize because it is growing,
or does it grow because it is specializing? While
nearly every CPA firm wants to grow, growth is
not always defined as more fees, personnel or
offices. Growth can also mean greater net income
from the same gross fees, an increase in personal
satisfactions (e.g., more free time for professional
activities or family) or upgrading the quality of
services to clients by higher grade professional
staff.
To achieve growth, no matter what the defini
tion, a local accounting firm must offer services
that are relevant to the changing needs of its
clients. Our complex economy demands ever in
creasing levels of expertise from all professionals,
including public accountants. Both present and
prospective clients will be lost by the smaller
practice unit which either fails to develop its own
areas of specialty or doesn’t utilize specialized
help.
Business trends which emphasize the need to
specialize include
□ Technological and managerial advances in
nearly every industry.
□ Expanded scope and complexity of laws and
regulations imposed by government.
□ Rapid changes in accounting and auditing
techniques, procedures and rules.
□ Inflation’s impact on business and personal
financial planning.
During the last decade, several surveys have
sought to determine whether CPAs believe recog
nition and accreditation of specialty areas within
the profession are desirable or necessary. In every
survey checked, the majority of respondents re
jected formalized recognition of specialty areas
within the accounting profession. Most of the
opposition came from smaller practice units
which object because they believe that
□ The public would be confused rather than
aided by the designations.

□ Specialties would be difficult to define clear
ly and distinctly.
□ The profession would become fractionalized.
□ Large firms would benefit at the expense of
smaller ones.
However, a case can be made that specialty
designations could significantly help the small
firm and the public by providing a standard for
comparison. Lacking such a standard, it is not
unreasonable for the public to assume that only
well-known larger firms have the resources to pro
vide specialized services.
To specialize is to concentrate on a special
branch of study or work. By this definition, nearly
every accountant in public practice specializes.
For example, an accountant may concentrate on
governmental auditing, agricultural taxation, ac
counting systems consultation, financial institu
tion auditing, estate tax and personal financial
planning, etc.
However, rarely do two firms or individuals
specialize in precisely the same areas. This makes
it difficult to develop a meaningful list of account
ing specialties. Listings are either too broad or too
detailed, or become obsolete before they can be
formalized.
Though this is perhaps the strongest argument
against formalized recognition of specialties with
in our profession, it is not an argument against in
dividuals or firms pursuing specialized areas.
While specialization is frequently thought to be
narrow, restrictive and undesirable, the actual
practice of a specialty does not necessarily yield
these results.
In practice, specialization merely enables a firm
or an individual to focus energies on an area of
particular interest or special ability. Without such
a focus, one is relegated to having little more than
superficial knowledge in many general areas.
If we accept the proposition that some degree
of specialization is inevitable and eventually oc

2
curs in every growing firm, it makes sense to plan
and organize specialization efforts. The sooner a
firm recognizes functional and industrial speciali
zations, the sooner it will realize the following
benefits:
□ Higher profitability. The marketplace tends
to seek out the services of specialists and to
quibble less over their fees. The generalists,
on the other hand, must compete on the
basis of price, rather than uniqueness of
product or service.
□ Greater client service. Although the hourly
rates of specialists are usually higher than
that of generalists, the total fee for a given
engagement is often about the same. How
ever, clients benefit from having their prob
lems solved quickly and more creatively by
specialists in the area of concern.
□ Lower personnel turnover. Firm growth
through specialization expands the oppor
tunities for individual staff members.
In the early stages of a CPA’s career, a
wide range of experience is normal, but after
two or three years, many accountants nar
row their fields of interest to certain indus
tries and/or functional areas. It is then that
work experience is most intensive and prog
ress most rapid. Personnel exposed to the
greater challenge of a specialty are less in
clined to seek opportunities outside the firm.
Since it is not feasible for a small firm to de
velop all the specialties it would like, these
choices should be narrowed to those services most
needed by existing clients. This can be done by
developing a profile of these clients, categorized
by industry and types of services rendered.
By increasing its ability to provide the services
they need most, the firm will not only become
indispensable to important, existing clients but
will vastly improve its referral potential. Building
on present services and industries will provide an
easy way to develop growth specialties and should
produce immediate benefits.
A firm may also select an industry in which to

specialize by researching the market in its geo
graphic area. Some industries are stagnant and
others are dominated by a few giant companies.
Neither will provide much growth opportunity
for the smaller CPA firm.
However, by reviewing regional business news
letters and trade bulletins, the local CPA firm may
find valuable data concerning growth rates, size
and volume of specific industries and companies.
Another way to generate ideas is to leaf through
the Yellow Pages, noting the types and total num
ber of businesses listed. But your firm’s market
research should also include information about
the nature of practice of other CPAs in the area
because their specialties could directly influence
the growth available to your firm.
Finally, the firm might consider employing the
services of a professional marketing consultant
to assist in the search for specialty areas.
Once specialty areas are identified, time and
money must be spent on building superior com
petence through the training and education of
staff. New staff members should be made aware
of the firm’s special capabilities and receive ade
quate training. Resources must also be devoted to
communicating these capabilities to others
through, for example, speeches and articles.
In the process of defining specialty areas, it is
equally important to determine which services
the firm will not attempt to handle. A common
management error made by smaller firms is the
attempt to be all things to all clients.
Clients understand and respect the need for out
side specialized help on particular problems and
a firm should adopt a policy of rendering only
those services for which it is eminently qualified.
This will necessitate developing a referral bank
of firms and consultants that can provide exper
tise in other areas.
While it may be debatable whether or not the
public and the profession’s interests are served
by formal designations, it is fairly obvious that
broad-based support of specialization programs
does not presently exist. Lacking such support,
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formal recognition of accounting specialties is
unlikely in the near future.
In managing our practices, however, it really
shouldn’t matter whether we approve or disap
prove of specialty designations. Specialization in
all phases of our daily lives and our profession is
here to stay. It exists. It is a reality.
The astute practitioner cannot afford to hide
behind the lack of a formal program or to worry
about definitions and structure. The question fac
ing every practice unit is not whether to special
ize, but rather when and how. Hopefully, this arti
cle has helped create an awareness of this situa
tion.
by Dale W. Suran, CPA
Portland, Ore.

How to Read When You Are Too Busy
"I haven’t read that issue yet but I am only three
months behind.”
How often have we heard this phrase? While
there is an abundance of good information pub
lished these days that we CPAs should read if we
are to maintain our technical competence and pro
ficiency, it seems we now have less time than ever
to set aside for reading purposes.
No doubt, we could improve our reading skills
by taking courses designed to increase speed and
comprehension. But that notwithstanding, read
ing, and particularly constant, professional read
ing, also requires discipline.
There are innumerable reasons why we do not
exercise this discipline, and a lot of these reasons
have to do with our attitude toward reading. Un
less we can create a positive attitude, our required
professional reading will become a chore and we
will be unable to keep up with it.
Here are some examples (in italics) of negative
attitudes that inhibit disciplined reading habits
followed by some positive approaches that will
facilitate extensive reading.
□ Reading should not be done during prime
time—i.e., during our regular working day.
This is the wrong approach. Reading certain
materials can be as important as anything
else we do during our regular working day
and, therefore, should be given the appropri
ate recognition and priority.
□ Books and periodicals must be read from
cover to cover if we are to get anything out
of them. This is unnecessary because it is
highly unlikely that the entire content is of

equal value to the reader. So, pick and
choose passages or articles to be read.
□ Reading does not lend itself to scheduling.
This is nonsense. Reading can be scheduled
as well as other activities.
□ All material should be read at the same
speed. This is not true. The rate of reading
should be determined by the nature of the
article and by whether we are reading for
familiarity or to obtain specific, in-depth,
technical information.
□ Reading material should not be marked. Why
not? A colored marking pen can be used to
highlight important parts of an article and
can save having to examine the entire mate
rial at a later time.
There is one concept, utilized by several firms,
that is certainly worth considering. That is to
assign the reading of certain periodicals to indi
viduals who then have the prime responsibility
of alerting other members of the firm to matters
of particular interest. This wouldn’t apply to all
publications, of course, but many firms have
found it effective with business and financial mag
azines and some journals.
In our office, we circulate a list of the 102 peri
odicals and services that we receive and staff
members sign up for those items in which they
have an interest. If anyone on the list is out of
town or is too busy to read the publication within
a relatively short time, it is passed to the next
name on the list, and so on. The psychological
advantage of not having a big pile of material in
which you have no interest on your desk will help
you read much faster that material in which you
do have an interest. This system has greatly ex
pedited the flow of materials within our office.
Of the 102 items that come into the office, 42
cross my desk. Luckily, many periodicals have
a table of contents that gives a one or two sentence
summary of important articles. I scan the table
of contents quickly and then, either read the arti
cle within a day or so or have it photo-copied for
subsequent examination. The publication is then
passed to the next person on the list. In the fu
ture, I hope to reduce the number of publications
crossing my desk by eliminating those I would like
to see and receiving only those I need to read.
Remember, the thickness of the stack of read
ing material need not be an indication of the
amount of time necessary to move it off your desk.
With the right attitude, a little planning and a lot
of discipline, you will find that you can read suc
cessfully, even when you are too busy!
—by Sidney F. Jarrow, CPA
Chicago, III.
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First Audit of a New Client
The first audit of a new client presents a number
of nonrecurring problems to the CPA. These prob
lems relate, primarily, to the accumulation of data
for a permanent file, the copies of the prior audi
tor's workpapers, the determination of appropri
ate accounting principles employed in the prepa
ration of the financial statements and to obtaining
a general overview of the client’s business.
Because of these problems, additional proce
dures are usually necessary in the initial audit.
The following program is designed to bring to
gether those procedures so that the auditor's
attention may be directed toward the problem
areas.
The program is based on part of one developed
by David W. Cottle, CPA, of Dallas for his firm and
which was contributed to the International Group
of Accounting Firms for the use of its members. It
does not discuss procedures for accepting new
clients or the required communications with
predecessor auditors before an engagement is
accepted. (See AU sec. 315.04-07 regarding reasons
for change, disagreements over accounting prin
ciples, etc.) Readers should be aware too that
other procedures are sometimes needed and that
not all of these procedures are always needed.

financial statement presentation and contingencies (see
step 4).
In reviewing the predecessor auditor’s workpapers:

4. Obtain copies of workpapers regarding:
a.
The basis of pricing the inventory.
b.
Gross profit percentages and turnover rates.
c.
Capitalization and depreciation policies.
d. Property, plant and equipment accounts and related
accumulated depreciation.
e.
Intangibles and related amortization.
f.
Notes payable and long-term debt.
g.
Income-tax accruals and deferrals.
h.
Unused tax credits and carryovers.
i.
Capital accounts.
j.
Last three years' management comment letters.

5. Pay particular attention to the other auditor’s proce
dures for:
a.
Observation of inventories.
b.
Testing of inventory costs.
c.
Conclusions as to obsolete or unsalable inventories.
d.
Cut-off tests.
e. Conclusions as to the adequacy of the allowance for
doubtful accounts.
f. Conclusions as to the propriety and consistency of
the accounting principles used.
g. Evaluation of the client's internal accounting control
and the nature, timing and extent of compliance
testing.

NEW CLIENT AUDIT PROGRAM
Audit objectives:

6. Attempt to obtain the previous year’s time budget and
actual time spent in various audit areas.

1. Obtain reasonable assurance that generally accepted
accounting principles have been applied consistently
with the preceding year.

7. First-time inventory observations can be complicated
by unforeseen circumstances. Consider the following
potential problems:

2. Become sufficiently satisfied as to the opening balance
sheet as it relates to the current year statements so that
we will be able to give an opinion on the current year
statements.

a. Certain kinds of inventory may be capable only of
identification or quality determination through analy
sis by an expert. If this is the case, either the expert
must be present or arrangement must be made to
select samples to forward to him.

Audit procedures:
To plan for the engagement:

1. Make specific inquiries of the predecessor auditor as to:
a. Audit areas that have required an inordinate amount
of time.
b. Audit problems that have arisen in the past because
of weaknesses in the client's systems or personnel.
2. Request the client to authorize the predecessor auditors
to allow us to review their workpapers.
3. Obtain copies of predecessor auditor's workpapers on
matters of continuing accounting significance such as
balance sheet accounts, account groupings used for

b. Effective observation could be impossible if storage
situations are not known in advance. Included would
be open piles, scattered inventories, consignment
goods, items in bonded warehouses, mixed inven
tories (grain storage where part is owned and part
held for others), limited-access situations (logs in a
river), etc.

c. Inventory obsolescence. Many times obsolete goods
are not obvious. The auditor must consider the exis
tence of material amounts of old and/or slow-moving
items. Questioning, in as subtle a manner as possible,
of warehouse and stockroom employees is an excel
lent procedure to help determine if such inventory
exists. One of the program steps to perform on each
specific item of inventory observed, counted or pricechecked should be to determine the volume of move
ment in such an item. Also, the possibility of a com
puter printout of slow-moving items should not be
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overlooked. On repeat engagements, the inventory
information from the previous audit and the auditor’s
memory are both available to aid in identifying obso
lete goods.

8. To establish the permanent file, consider obtaining the
following:

a. Copies or excerpts of articles of incorporation and
bylaws.
b. Minutes of prior meetings of stockholders, the board
of directors, the executive committee, the financial
committee and any operating committees where such
minutes contain information about stock preferences,
capitalization or amendments to the articles of in
corporation or bylaws, or about other matters of
continuing significance.
c.
Organization charts.
d.
Job descriptions and names of key personnel.
e. Information about financing arrangements, such as
notes, mortgages and lease agreements.
f.
Information about accounting policies.
g.
Contracts:
Union.
Pension or profit sharing plans.
Employment agreements.
Franchises.
Commission plans.
Stock options.
Loan agreements.
Buy-sell agreements.
Operating leases.
Noncompetition agreements.
Patents and trademarks.
Warranties.
h. The client’s name, address, county, employer identi
fication number and business code.
i.
The date of incorporation.
j.
The principal business activities and products.
k. The names and identification numbers of individuals,
partnerships, or corporations which own 10 percent
or more of the client's voting stock.
1. The names and identification numbers of any domes
tic corporations of which the client owns 10 percent
or more of the voting stock.
m.The names and identification numbers of all the
components of a controlled group.
n. Analyses of carrybacks and carryforwards (net op
erating losses, investment credits, capital losses and
contributions).
o. The names, addresses and social security numbers of
the client’s officers and the percentage of corporate
stock owned by each.
p.
An analysis of accumulated earnings and profits.
q. Copies of tax elections, revenue agent reports and
determination letters.
r. Copies of federal and state tax returns for at least the
last three years.
s.
Analysis of timing and other differences.
t.
Copies of previous audit reports.
u.
Chart of accounts.
v. Major customers accounting for 10 percent or more
of gross revenues.

Other procedures:
9. If the auditor decides that it is necessary for him to test
opening balances to become satisfied that they are
fairly stated, procedures similar to those followed with
respect to year-end balances would generally be appro
priate.

10. Prepare, or have the client prepare, an analysis of the
loans and notes payable, preferably from their incep
tion, and review agreements and indentures, including
those terminated during the year.
11. Prepare, or have the client prepare, an analysis of capi
tal stock and paid-in capital accounts and determine
the propriety of significant prior transactions.
12. Prepare, or have the client prepare, an analysis of
retained earnings, including significant transactions
(earnings, dividends and any other current adjustments
or prior period adjustments).
13. Examine the minutes and stock books for at least the
last five years.

14. If support is not available for major fixed asset addi
tions, sales of stock or other items, you may be able
to resort to nonaccounting records for additional evi
dence, such as:
Insurance policies.
Appraisals.
Tax returns.
Tax assessments.
Tax renditions.
Correspondence.
Purchase orders.
Leases.
Contracts.
15. In drafting the opinion, reread as necessary:

AU sec. 546.14-.16 (regarding first examinations).
AU sec. 420.20-.21 (regarding consistency).
AU sec. 542.05 (regarding opening inventories).
16. If the corporation was formed from an existing pro
prietorship or partnership, and if the assets owned at
the time of incorporation were recorded at fair market
value (which is an accepted practice), section 351 of the
Internal Revenue Code may bar a step-up in basis for
income tax purposes. Ascertain that the resulting per
manent difference in book depreciation and tax de
preciation is accounted for correctly.

17. Consider requesting confirmation of trade payables
balances.
Additional procedures (if applicable):
Auditor’s Conclusions

Reviewed by
Date
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ADEA and Accounting Firms

The Age Discrimination in Employment Act makes
it unlawful for an employer covered by the act to
discharge, fail to hire or otherwise discriminate
against any employee with respect to compensa
tion and other terms, conditions and privileges
of employment because of age.
Formerly, the ADEA protected employees be
ginning at age 40 and continuing up to 65 at which
time mandatory retirement was permitted. But,
under an amendment which becomes effective
January 1,1979, antidiscrimination protection has
been extended to employees between the ages of
65 and 70 except for certain executive employees.
Who is and who is not affected by the 1978 amend
ments can be seen from the following comments.
□ Small firms. Under the act's definition of an
employer (section 11(b)), any firm that
does not employ 20 or more people (exclu
sive of partners) for each working day in
each of 20 or more calendar weeks in the
current or preceding calendar year is not
covered by the ADEA and is not subject to
the amendments.
□ Partners. Because judicial precedent has
uniformly excluded partners from coverage
of employment discrimination laws such as
the Fair Labor Standard Act and the Work
men's Compensation Act, it is concluded that
partners in accounting firms of any size are
not covered by the act and are not subject
to the 1978 amendments.
□ Principals. Sec. 12(c) of the ADEA, as
amended, provides an exclusion from the
mandatory retirement restrictions for highlevel executive employees between the ages
of 65 and 70 who for the two years prior to
retirement played a significant role in the
development and implementation of firm
policy. Another stipulation is that they must
be entitled to an annual retirement benefit
from the pension, profit sharing, deferred
compensation or other employee benefit
plans of their employers of at least $27,000
(excluding benefits attributable to social
security, employee contributions and con
tributions of prior employers).
Therefore, principals of accounting firms
who have a high level of responsibility com
parable to firm partners, and who satisfy the
two-year and minimum employee benefit re
quirements of sec. 12(c), are covered by the
ADEA exclusion and may be mandatorily
retired once having attained age 65.

□ Common-law employees. After January 1,
1979, all employees between the ages of 65
and 70 who are not covered by the executive
exemption discussed above may no longer
be involuntarily retired solely on account
of age. The retirement and welfare plans,
hiring, firing and general employment prac
tices of firms will be subject to the antidis
crimination provisions of the ADEA for em
ployees in that age group.
The effect of these amendments on the em
ployee benefit plans of people in the 65 to 70 age
group is still uncertain, and the Department of
Labor is expected to issue guidelines in the near
future.

Moving to a New Office
If carefully planned, moving into a new office
can be accomplished with little disruption of the
normal operations of a firm. Section 210.11 of the
MAP Handbook contains a number of helpful
ideas in this regard. Here are some of them:
□ Have one office representative to coordinate
and be in charge of all aspects of the move.
Assistants may be necessary if the logistics
are complicated.
□ Set the moving date well in advance to allow
time to coordinate activities of all con
cerned.
□ The mover should make a survey of furnish
ings and other items to determine the
proper amount and type of moving equip
ment and manpower needed.
□ Prepare a layout of the new space with cer
tain areas color coded and offices numbered.
Furniture and other items should have
labels attached indicating the new location.
□ Take an inventory of all items to be moved.
This is a good time to dispose of unneeded
furniture and equipment.
□ Boxes should be distributed to each depart
ment so that the staff may pack personal
and assigned items.
□ The moving of rented or leased equipment
should be arranged with the owner so that
damage is minimized. Responsibility for
possible damage should be established.
□ Instructions and plans for the move should
be communicated to all personnel.
□ Firm personnel who are familiar with the
items to be moved should be chosen to rep
resent each department and only they and
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the coordinating individual should be pres
ent at the new quarters when the moving
trucks arrive.
□ The coordinators should be alert to and
note any damage committed by the mover.
(Instances can be noted on the mover’s in
voice before signing it.) Damages discov
ered later should be reported promptly to
the moving company.
□ Unpacking (except for personal items)
should begin as soon as the mover leaves
and, if possible, accomplished over a week
end so that the firm's regular operations may
begin on the following Monday morning.
□ At the time the staff is unpacking personal
items and settling into the new offices, a
janitor or handyman should be present to
hang pictures or make adjustments to com
plete the move and make the new quarters
pleasant and efficient as soon as possible.
Sec. 210.11 of the MAP Handbook is one of 10
sections that were added to this reference work
in October 1977. Two other sections were com
pletely rewritten to provide expanded discussion,
current material and related illustrative forms,
and the supplement also included updated mate
rials for several other chapters.
Currently, the MAP committee has several task
forces at work on material for a supplement to be
ready about next May. New topics will include
suggested assignments for an office manager, ad
vice concerning government engagements and
ways to manage time more efficiently.
In addition, the section on partnership agree
ments will be expanded and the coverage of topics
such as the use of computers, college recruiting,
long-range planning, in-house training and growth
through specialization will be updated or in
creased.
Practitioners who are interested in obtaining
further information on the MAP Handbook should
contact Barry Kuchinsky in the Institute’s mem
ber relations division (212) 575-6437.

Let’s Find Out
Starting with this issue, the Practitioner will sur
vey a cross section of the readership, from time to
time, in an effort to determine readers' attitudes
and practices on matters of concern to them and
the profession in general. These surveys can be

a means whereby members of smaller firms can
make their views known to their colleagues and
to the Institute.
The survey forms will be on oversize postcards
which will be bound into copies representing
about a one-in-six sample of partners and indi
vidual practitioners. Because of computerized
tabulation, questions must be clear and subject
to either "Yes” or "No” answers or to clearly
defined multiple choice replies.
We hope that subjects for surveying, within
these criteria, will be submitted by our readers.
To be effective, however, this surveying proce
dure will depend on the responses. With your co
operation and participation, this concept may be
helpful to all concerned.
This first effort attempts to determine attitudes
and plans regarding the use of advertising by CPA
firms. Readers who have received the bound-in
postcard are asked to reply as soon as possible.
If you are not in a position to answer the ques
tions, please pass the card on to someone in your
firm who can. This way, we can make maximum
use of the sample.
The results will be published in an early issue
of the Practitioner.

Accountants for the Public Interest
An Invitation to Service
The primary purpose of Accountants for the
Public Interest is to aid society by providing vol
unteer accounting services for the objective ex
amination of public policy issues.
All services are provided free of charge to notfor-profit organizations that are unable to pay
professional fees, and API adheres to strict pro
fessional standards in volunteer personnel super
vision, quality control and report review. In some
states, API renders the additional service of guid
ing not-for-profit organizations in their internal
accounting problems.
Since its inception on the west coast less than
seven years ago, API has spread into a dozen
states—and further expansion is planned.
In one of its early cases, API was asked by a
public interest law firm to analyze the cost data
in a court case involving several hospitals in New
Orleans that had been built with federal HillBurton funds.
A central condition of Hill-Burton grants is that
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the grantee provide services to the poor which, in
their defense, the hospitals claimed that it was
not financially feasible for them to do.
API analyzed the data submitted, prepared a
fixed-variable cost analysis, reviewed the depreci
ation policies, submitted cash flow computations,
etc., and reported its findings to the court. Sub
sequently, the federal judge entered a precedent
setting order requiring the hospitals to provide
about $1 million of free or below cost care an
nually to the indigent.
More recently, an API affiliate issued a report
on the costs of nursing home care and the related
rates of state reimbursement. The study found
that the lower-than-recovery rate of reimburse
ment was drastically changing the mix of medi
caid and paying patients in these facilities. Caught
between rising costs and the fixed rates of reim
bursement, the poor were being squeezed out.
This case provides an example of how public
interest accounting can uncover the inadequacy
of a program where the legislative intent clearly
prescribes one result, while unheeded economic
effects proscribe that very result.
API offers service challenges at all levels for
public-spirited CPAs everywhere. The opportuni

American Institute of Certified Public Accountants, Inc.
1211 Avenue of the Americas
New York, N.Y. 10036

ties and the needs exist for both active and retired
CPAs to become involved in defining issues, case
acceptance and evaluation, case field work, quality
control and report review.
API acts only in an analytical and consultative
capacity and does not take positions on the under
lying issues. Further, it does not compete with
professional practitioners, since it restricts its
activities to those cases that lack the ability to pay.
Since API’s offices do incur administrative and
coordination costs, contributions from firms, cor
porations and any other well-wishers are wel
comed and encouraged. Tax-deductible individual
membership costs $20 annually. Readers desiring
further information should write to Morton Levy,
CPA, executive director, Accountants for the Pub
lic Interest, 233 Sansome Street, Room 400, San
Francisco, California 94104. Those in the New
York area can call me at (212) 661-2610.
Grass roots involvement in API may well en
hance the image of the profession by demonstrat
ing that CPAs do care and are actively involved in
helping to solve many of the controversial and
complex problems facing our communities.
-by John Rapp, CPA, president,
New York Accountants for the Public Interest.
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